Abstract. The semiconductor industry is characterized by products with a high level of intellectual property content, long product development cycles, designed by very scarce engineering talent. Because of the knowledge-intensive nature of the development process barriers to market entry are extremely strong. The foundation of many semiconductor company's successes has been the research and development of new products, with a range of products being sold to thousands of customers in many different horizontal and vertical markets. There are a number of knowledge management challenges facing corporations in the semiconductor industry: how to improve the sharing of knowledge and best practices across the organization, how to quickly develop solutions to technical problems and hence reduce time-to-market, and how to accelerate innovation rates by bringing diverse views and experience to bear. This paper will describe some of these challenges. The research is based on a case study of a leading semiconductor company with worldwide operations.
Introduction
Leading proponents of Knowledge Management (KM) in the semiconductor industry include Hewlett Packard (HP) and Texas Instruments (TI). Thomas Davenport describes how Hewlett Packard have adopted a strategic approach to KM [1] . He describes KM initiatives in using Lotus Notes. HP established three different 'knowledge bases' for educators in the company. Three projects involving HP's Product Processes Organisation were described. One involved competitor information for HP's Components group. The goal of the second project was to create a web-based interface to primary and secondary research information. The third system managed international marketing information.
Carla ODell describes how Texas Instruments (TI) attempted to identify and transfer internal best practices [2] . In 1993 TI's former CEO, president and chairman of the board, the late Jerry Jenkins initiated a project to create a common methodology and common language which would be used to provide best practices across the company. One of the earliest and simplest facilitators of knowledge sharing was the standardisation of the company on Microsoft applications in the early 1990's, which enabled individuals to share documents through attachments and file transfer. In 1995, 200 Texas Instruments employees worldwide were set up to use a 'Best Prac-tice Knowledge Base' in Lotus Notes. A practice is documented in the system with a title, a short narrative and contact information. Each practice is categorised for retrieval by: (i) quality criteria (ii) process and (iii) keywords. This paper will examine current KM issues in the semiconductor industry. The analysis will be grounded in the experiences of a leading company in the industry. The organizational context for this study is a semiconductor new product development group comprised of 430 staff members. The group is based in Ireland and is part of a larger multi-national corporation. The corporation is a world leader in the design, manufacture, and marketing of high-performance analog, mixed-signal and digital signal processing integrated circuits (ICs) used in signal processing applications. Founded in 1965, it employs approximately 8,800 people worldwide. 
The Semiconductor Industry
The semiconductor industry has grown considerably over the last 30 years to the point where it is now constitutes over $100B in worldwide sales. This growth has been achieved in a very dynamic, turbulent, operating environment. Specifically, the following dynamics are currently impacting semiconductor firms:
• A difficult and uncertain economic environment, where many customers continue to experience flat or declining growth • Increased outsourcing of manufacturing by semiconductor manufacturers and their customers • Increased complexity, fragmentation and globalization of markets • Ever compressing product lifecycles in many product segments • Continued rapid technology evolution and the ability of manufacturers to respond to and invest in these changes
Consequently, semiconductor firms are faced with many business challenges: • The selling process for component suppliers is becoming increasingly complex in this multi-tier, multi-party and global ecosystem.
• Manufacturers are under pressure to win more designs than ever.
